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UFE Results: 
Better Than Ever 


A 


Gail Fayerman, 
Director 


From left: Carl Adjani (2nd in Quebec, 9th in Canada), Joseph Grossman (9th in Quebec), 
Gillian Pearl (3rd in Quebec, 11th in Canada), Jethro Bushenbaum (1st in Quebec, 1st in 
Canada), Michael Larenjo (4th in Quebec, 13th in Canada) and Melvin Green (5th in Quebec, 


11th in Canada). 


eptember to November of 
S each year is a pretty nerve- 

racking time for the 
Faculty of Commerce and 
Administration. Especially for 
Gail Fayerman, Director of the 
Diploma in Accountancy Program. 
It all has to do with the anticipat- 
ed pass rates for the Uniform 
Final Examination (UFE) - the 
brutal, 16- hour test that deter- 
mines who will obtain the covet- 
ed designation of chartered 
accountant. The exam is written 
in mid-September and the results 
are official on the last Friday of 
November. 

For the last eight years, 
Concordia’s performance on the 
UFE has been nothing short of 
spectacular. Year after year, 
Concordia students do signifi- 
cantly better than the national 


and provincial averages with our 
grads routinely placing in the top 
ten in Quebec and top twenty in 
Canada. 

And seeming to defy all laws 
of gravity, the 1998 results were 
some of the best ever recorded 
by the C.A. Program. Concordia’s 
pass rate for first time writers 
was 80.2%, compared to the 


provincial pass rate of 51.5% 
and the national pass rate of 
71.6%. Six Concordia students 
ranked in the top ten in Quebec. 
And five of these also placed in 
the top twenty in Canada includ- 
ing the gold medal winner 
Jethro Bushenbaum, who scored 
an incredible 399 out of 400. The 
passing mark for the UFE is 240. 


Uniform Final Examination Results 
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Message 
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e Dean 


Together we will succeed 


Dean Mohsen Anvari 


few years ago, and after 
much discussion and 
consultation, the Faculty 


of Commerce and Administration 
put together a four-year strategic 
plan . The goal was to become 
the best business school in 
Canada. Not an easy task given 
the dire financial situation of uni- 
versities, a dwindling student 
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population and cut-throat com- 
petition. Some thought that sim- 
ple survival would have been a 
more realistic objective. To be the 
best in Canada? The audacity! 
But together we are moving 
forward. Thanks to the passion- 
ate support of many. Our talent- 
ed and dedicated faculty has 
ensured that our curricula and 
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teaching methodologies reflect 
the realities of the workplace. 
Our tireless staff make sure that 
our processes work efficiently 
while continually looking for 
ways to do things better. Our 
alumni - our best ambassadors - 
work hours on end to let every- 
one know how great our busi- 
ness school is. 

And we owe thanks to many 
others who contribute significant 
resources and expertise to ensure 
that we realize our goals. 

Yes, we are on our way to 
becoming the best business school 
in Canada. Yes, together, we will 
succeed. 

Much has happened in our 
business school since the last 
issue of Commerce Today. In this 
issue you will read about another 
outstanding year of Uniform Final 
Examination results. Not only did 
we win the gold medal but we 
captured six of the top ten scores 
in Quebec and five of the top 
twenty in Canada. 

We are featuring two programs 
in this issue - the Diploma in 
Administration (DIA) and the 
Diploma in Sport Administration 
(DSA) Programs. These graduate 
level programs are two of only a 
few that offer management train- 


ing for the explosive sport and 
leisure industries and the growing 
not for profit sector. 

We'll also take a look at what 
Shannon Webb, a Diploma in 
Administration graduate, does as 
General Manager of the highly 
respected Playwright’s Workshops- 
a not for profit organization that 
is dedicated to developing con- 
temporary work and writers for 
the Canadian stage. 

You'll also get a sampling of just 
how excellent our faculty mem- 
bers are. In our professor profile, 
Dr. Lorne Switzer discusses how 
he develops mathematical models 
to help predict outcomes in the 
business world. 

In the mailing of this newslet- 
ter to our alumni, we also 
include a copy of the Globe 
and Mail Supplement on our 
business school that was distrib- 
uted throughout Canada in 
November. We are extremely 
pleased with the results and we 
hope you are as proud of it as we 
are. 

As always, | look forward to 
your comments. | can be reached 
personally at (514) 848- 2703 or 
you may contact our Director of 
Marketing, Germaine Chan, at 
(514) 848-2737. 


keep in touch 


To send us a change of address, please send this form or write to: Faculty 
of Commerce and Administration, 1455 de Maisonneuve Blvd W, 
GM720-11, Montreal, QC, H3G 1MB8, or send a fax to (514) 848-4152, 
or e-mail us at comtoday@vax2.concordia.ca. 


Name 
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Program/year 
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Why financial wizard 


Lorne Switzer is on the 


most-wanted list 


lunch conversation with 
Lorne Switzer might be 
a little intimidating for 


the neophyte investor. After all, 
the Professor of Finance and 
Chair of the Faculty’s Finance 
Department speaks the language 
of the stock market — casually 
peppering his sentences with 
terms like “funds flow-simultane- 
ous equation approach” and 
“bivariate GARCH estimations”. 
And although it all seems highly 
inaccessible, he reassures you that 
the research shop-talk can be 
boiled down to one simple 
premise. 

“| call what | do ‘financial engi- 
neering’, and that means apply- 
ing mathematical models to help 
people understand the financial 
market. It’s all about identifying 
useful patterns to predict what's 
happening out there in the busi- 
ness world,” he says. 

A Wharton School graduate 
who joined the Faculty in 1984, 
Switzer currently teaches asset 
allocation, portfolio management, 
derivatives securities, options in 
futures and international business 
finance at the graduate level. He's 
renowned for the passion he 
applies to his work, and is surpris- 
ingly self-effacing despite an 
impressive and prolific research 
track record, which includes over 
30 published papers, numerous 
books and dozens of conference 
proceedings. 

“’Practical” is the word | would 
use to describe the stuff | do,” he 
says. The “stuff” he’s talking 
about is innovative research high- 
ly coveted by governments, 
traders and financial institutions 


“Il call what | do 
‘financial engineer- 
ing’, and that means 
applying mathemati- 
cal models to help 
people understand 


the financial market.” 


around the world. The professor 
routinely gives advice to big 
financiers and recently wrote an 
interest rate forecasting model for 
the giant pension fund, La caisse 
de depdt et placement du 
Québec. Some of his current 
research projects include looking 
at the impact of government 
spending and tax credit programs 
on private sector innovation and 
providing new evidence on the 
benefits for Canadian companies 
to list shares in the U.S. 

He goes on to explain what he 
feels is his “social role in applied 
research.” “You have to under- 
stand that my research is based 
on trust, where you may have 
control over somebody's life sav- 
ings. And you don’t want just 
anybody doing that for you. 
Ultimately, my research gives peo- 
ple a level of comfort to know 
where to put their money.” 

So what drives this Calgary 


native to endure 11-hour work 
days, run a consulting business, 
review books, write columns for 
publications such as “Financial 
Times of Canada” and still find 
time to do a classical commentary 
on the Book of Genesis? 

“| had a mentor who once said, 
“It's a good thing to do a lot of 
things.” | see myself as a renais- 
sance man in the financial field. 
Hey, why limit yourself?” 

Before becoming Chair of the 
Finance Department, Switzer was 
Director of the Faculty’s MSc in 
Administration Program between 
1994-1998. His visiting profes- 
sorships include the Ben-Gurion 
University of the Negev and 
Hebrew University of Jerusalem, 


oor of ite 


Dr. Lorne Switzer 


Israel, the University of Auckland, 
New Zealand = and Tianjin 
University, China. His most 
recent publication is the “The 
Interactions Between Trading 
Volume and Volatility” in Applied 
Financial Economics, and he will 
soon publish “The Effects of New 
Issues and Redemptions of TSE 
Index Participation Units” in 
Corporate Structure Finance and 
Operations. _ Among the other 
prestigious publications where is 
work is found: /nternational 


Journal of Bank Marketing, 
Journal of Economics and 
Business, Journal of Future 


Markets, International Review of 
Economics and Finance, and 
Journal of Forecasting. 
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Concordia team wins second place at 
Commerce 
Games ! 


t the January 1999 
Commerce Games , Our 
undergrads did what 


they do best and placed second 
by winning medals in eight of 10 
academic events. Hosted this 
year by Université du Québec a 
Hull, the Commerce Games bring 
together 12 universities and is 
considered one of the most pres- 
tigious business school competi- 
tions in Eastern Canada. 


SON undergraduates were Business. A spo 
ot TE, arara busy capturing medals = Concordia wot 
at Undergr aduate at the Commerce Games, others _ foot 10 
Ey sod were fighting it out with 16 other sc 
ess Games ! universities at the January 1999 


Undergraduate Business Games 
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18th international MBA Case Competition 


he ygth annual 
International MBA Case 
Competition took place in 


January 1999 and Concordia’s 
team did well by placing eighth 
among the 34 participating busi- 
ness schools from around the 
world. First place went to ESAN 
(Peru), second place to University 
of Tennessee and third place to 
Otago University (New Zealand). 
The competition is a Concordia 
MBA student initiative which 
began in 1981 when five 
Quebec universities sent their 
best to compete. MBA students 
receive well-earned academic 
credit for spending a hectic 
term organizing the hugely 
successful international event. 
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1999 MBA Case organizers: from left: Carl Tischuk, Dawn Henson, Alexandre Botella 
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Grand opening of the first - class 
International Aviation MBA facility 


n January 18, 1999 Pierre 
Jeanniot, director general 
of the International Air 


Transport Association ( IATA) and 
Rector Frederick Lowy cut the 
traditional red ribbon to officially 
open the new IAMBA state-of - 
the-art facility. Then they also 
cut the ribbon electronically, sim- 
ply by touching a large screen 
facing the classroom. The execu- 
tive-style, hi-tech classroom 
comes equipped with tools that 
include internet connections at 
each desk, smartboards and 
touch-sensitive computer moni- 
tors. 


Celebrating excellence in business - 
The Awards of Distinction 


he annual 11th Awards of 
Tpsincen Luncheon was 
held on November 26, 
1998 to honor four individuals 


who have made significant contri- 
butions to the world of business. 


The event was attended by over 
350 people, one of the largest 
draws ever. Ben Weider, the very 
successful Montreal fitness and 
sports entrepreneur was the 
keynote speaker. 


Honored were; Judith A. Erola 
the President of the Canadian 
Pharmaceutical Manufacturers 
Association; Mr. Placide Poulin, 
President and CEO of MAAX, the 
largest manufacturer of bathroom 


products and fixtures in Canada 
and the sixth largest in the USA; 
Ronald Oberlander, President and 
CEO of Abitibi Consolidated; 
Louis Tanguay, President and COO 
of Bell Canada International. 


Lynda Reeves to be keynote speaker 
at Women and Work Synmposium 


ynda Reeves, a_ leading 
Leto on design and 
lifestyle trends in Canada 
will be the keynote speaker at the 
6th annual Women and Work 
Symposium to be held on May 
7th, 1999. 
Ms. Reeves is the President of 
Canadian Home Publishers, the 
host of House & Home: 


Television for Home & Style and 
the creator of the popular 
Canadian House and Home and 
Gardening Life magazines. 

The symposium will start with 
a panel of four prominent busi- 
nesswomen and four of our 
brightest business students. 
Panel discussions will include 
advancing or changing careers, 


acquiring new skills, and finding 
more time for family, friends and 
most importantly - OURSELVES. 
Lynda Reeves will address the 
audience from 2- 4 pm. A cock- 
tail reception will follow. 

For more information, please 
visit our website at www-com- 
merce.concordia.ca or call (514) 
848-7598. 
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orporate finance, hi-tech, 
retail, consulting, industri- 
al service, manufacturing 


— these are the choices that nor- 
mally come to mind when think- 
ing about career opportunities in 
business. However, there are two 
areas often overlooked that offer 
ample opportunity for exciting 
management careers. 

The first is the highly glam- 
orous and entertaining world of 
sport and leisure. With aging 
baby boomers and a growing 
increase in recreational activities, 
the sport industry has evolved 
from a simple leisure pastime to a 
$63 billion dollar industry. 

Another growing area is the 
not-for-profit service sector. In 
Canada, there are more than 
70,000 not-for-profit organiza- 
tions (NPOs) that cover a wide 
range of activities. And world- 
wide, NPOs employ more than 
eight million people and manage 
more than 80 million volunteers. 

Charity, health care, education, 
arts and culture are some of the 
bigger players in the NPO sector. 
Canadian charities alone, bring in 
a lofty and mostly tax-free $86 
billion plus a year, making it a big- 
ger economic activity than agri- 
culture or the automobile indus- 
try. One explanation behind the 
explosive growth is the govern- 
ment cutbacks in many public ser- 
vices and social programs, leaving 
it to the NPO sector to take up the 
Slack. 

“For those with the right 
expertise, these sectors offer 
incredible career opportunities, ” 
says Dr. Clarence Bayne, Director 
of the Graduate Diploma in 
Administration (DIA) and Graduate 
Diploma in Sport Administration 
(DSA) Programs. “It’s easy for 
the average person to overlook 
the number of sport manage- 


Program profile 


“NPOs need man- 
agers who are 
trained to think out- 
side the traditional 
for-profit culture 
while still ensuring 
that the organiza- 
tion meets its social 
and economic goals 
without — wasting 
resources.” 


ment professionals needed to 
successfully operate the diversity 
of today’s sport organizations.” 

The DIA and DSA are two of a 
handful of programs that offer 
management training that targets 
service organizations in these two 
sectors. The curriculums expand 
students’ thinking beyond tradi- 
tional subject matter and include 
such courses as; Marketing for 
NPOs; Sport and Event Marketing 
and Management and Public 
Relations and Fund Raising for 
NPOs. A mostly external, high- 
powered advisory board keeps 
the program grounded in reality. 

An added plus is the three- 
month internship that allows stu- 
dents to work with a leading NPO 
or sport organization. And the list 
of supporters is impressive. Les 
Grands Ballets Canadiens, the 
National Gallery of Canada, the 
National Film Board of Canada, 
the Royal Victoria Hospital, and 
the GAP Foundation are just a 
few of the over 100 organizations 
that provide internship opportuni- 
ties. 

Reid McMurchy, a recent grad, 


interned with the Victoria General 
Hospital in Winnipeg and was 
subsequently offered a full-time 
position. “The DIA Program cou- 
pled with the internship option is 
a powerful combination. | was 
able to get some real hands-on 
experience in addition to some 
fantastic networking opportuni- 
ties,” says McMurchy. Other 
grads holding exciting positions: 
Jean Dupre, Executive Director, 
Canadian Amateur Speed Skating 
Association; Irene Tschernomore, 
Executive Director and CEO of the 
Queen Elizabeth Health Complex; 
Fiona Nelson, Coordinator of 
Membership, the National Arts 
Gallery of Canada; Marco Jose 
Maina, Executive _ Director, 
Metropolitan Toronto Habitat for 
Humanity Inc. and Shannon 


Dr. Clarence Bayne 


Webb, General Manager of the 
Playwright's Workshop who is 
featured as the industry profile in 
this issue of Commerce Today. 

The 30-credit programs can be 
completed in one year on a full- 
time basis. A part-time option is 
also available. Transfer credits are 
granted to DIA and DSA gradu- 
ates who want to pursue an MBA 
in the Faculty. 


For more 
information: 
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Playwrights’ Workshop - where arts 
administration is a stellar performance 


ou can't always equate a 
winning business with 
simply achieving quantita- 


tive results. At least not for 
Shannon Webb, who as General 
Manager of the Playwrights’ 
Workshop Montreal, measures 
the success of her company on 
very different terms. 

“Doing a business plan for an 
arts organization? It's not about 
how many widgets you sell when 
you're in this field,” she says. 
“We deal more in qualitative 
achievements like enriching the 
Canadian cultural landscape.” 

Webb handles the administra- 
tion of a 35-year old, Montreal- 
based organization committed to 
developing contemporary work 
and writers for the Canadian 
stage — a creative centre that has 
nurtured prestigious playwrights, 
such as Judith Thompson, David 
Fennario and Brad Fraser . 

Like many other graduates of 
Concordia’s Graduate Diploma in 
Administration program, she 
grapples daily with the fine art of 
managing in the not-for-profit 
sector. As with any other busi- 
ness, she says, her role as a man- 
ager is to generate revenues and 
ensure fiscal responsibility for the 
member-based organization. 
“Of course,” she emphasizes, 
“how we do that in the perform- 
ing arts world takes some creativ- 
ity.” 

On top of the arts administra- 
tor’s priority list is finding innova- 
tive ways to get funding for the 
Workshop's — activities, — which 
include providing writers written 
critiques, a chance to work with 
professional actors and public 
readings. “Most sponsoring cor- 
porations want visibility, and since 
we deal with new talent who may 
have little exposure, there’s a def- 


Before beginning 
her job with the 
Workshop, she was 
instrumental in 
turning around the 


funding _ situation 


for Montreal's 


renowned _ Fringe 


Festival, attracting 


new government 


funding and develop- 
ing their public pro- 
file and Board of 


Directors. 


inite challenge there.” 

Culture can be a tough sell in 
the business world, she explains. 
“We're basically promoting the 
idea that theatre is important in 
Canadian lives.” Today, for many 
arts organizations, she says, the 
dollars they're seeking often 
come from the same purse for 
charities, which are equally impor- 
tant to governments and corpora- 
tions. Still, the Workshop team 
has proven that there are always 
new ways of marketing the com- 
pany. One of the new projects 
brewing, she says, is attracting 
sponsors who have real estate 
space to house resident play- 
wrights. 


In the end, what counts most 
for Webb is using her resources to 
focus on the development of the 
artist. “What! do in my job as an 
administrator is enable artists to 
concentrate on their art and not 
have to think about the details.” 
For example, the Playwrights’ 
Workshop is now exploring the 
idea of creating a permanent 
Dramaturg in Residence who 
could work with artists on a one- 
to-one basis and give them essen- 
tial feedback. “Writing alone in 
a room is a lonely, isolated job for 
anybody. There comes a time 
when the writing has to come out 
so people can see it.” 


Shannon Webb 


Advice to newcomers in arts 
management? She says you can’t 
overemphasize the fact that peo- 
ple in this field have to really love 
what they're doing. “| knew 
what | was getting into before | 
started a career in arts administra- 
tion,” says Webb, who was first 
introduced to the world of the- 
atre at King’s College Theatrical 
Society in her native Halifax. And 
obviously, she has learned the 
ropes well. 

“You can’t be in this just for the 
compensation,” she says chuck- 
ling. “But when you love theatre 
as much as | do, there's this great 
pay-off.” 
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When Small Things Make It Big 


Concordia’s Small Business Consulting 
Bureau - A fifteen-year success story 


or those of us who thought 
Fe irsreseen consulting 

belonged to the prosperous 
world of corporate Canada, 
the MBA students who run 
Concordia’s Small Business 
Consulting Bureau are showing 
that small companies too can 
generate big ideas. 

“Our approach to consulting is 
finding practical solutions for 
small business entrepreneurs at 
very competitive pricing,” says 
Rhonda Tannenbaum, who man- 
ages the operation with her part- 
ner Remi Adwan. “It's not just 
about paradigms and what we see 
in Dilbert cartoons. We give our 
clients real advice on real issues.” 

It seems the low-cost, practical 
advice formula has definitely paid 
off for the bureau, which offers a 
complete range of manage- 
ment/financial, research, market- 
ing and strategic audit consulting 
services, and this year hopes to 
see a 45% increase in annual rev- 
enues. The consulting firm was 
set up in 1984 by the Concordia 
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published by Concordia Universitys Faculty 
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pose is to inform the alumni and members 
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Centre for Small Business and 
Entrepreneurial Studies to give 
2nd year MBA students hands-on 
work experience in a growing 
niche. And today, its impressive 
client roster includes well-known 
financial institutions, business 
development banks, municipali- 
ties in the Montreal area and a 
host of private and public com- 
panies. 

A visitor might be surprised by 
the no-frills office which runs 
out of the 5th floor of the Guy 
Metro building. Yet the lively 
pair who make the business prof- 
itable are definite proof that 
quality can override image. 
“We really care about the calibre 
of our advice, and that shows in 
our work,” says Adwan who was 
a communications engineer in 
Jordon before starting his MBA 
at Concordia. He adds grinning 
that both he and Tannenbaum 
have developed a real sense of 
teamwork on their projects large- 
ly because they share a small 
office space. 


So how does the consulting 
bureau attract clients? Although 
the small firm doesn’t have a for- 
mal marketing plan, the “word- 
of-mouth” approach has worked 
well. “Of course the nature of 
our business is confidential. 
What | can tell you though is that 
the diversity of exposure you get 
here is remarkable,” says Adwan. 

“We definitely get a lot of busi- 
ness through our alumni. They're 
an invaluable resource,” he adds. 
Examples of recent projects 
include a market study for a com- 
munity newspaper suffering from 
circulation and profitability prob- 
lems. “We were able to really 
come up with some great strate- 
gies to get them off their feet, 
and hopefully they'll see the 
results soon.” He goes on to 
describe the rush of satisfaction 
knowing that they can help peo- 
ple do better business. “It’s a key 
motivating factor for us to put in 
the long hours plus studies.” 

Both Tannenbaum and Adwan 
also agree that there’s more than 
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competitive pricing working in 
their favour when clients choose 
student consulting firms over 
established ones. “I think our 
added value is that student con- 
sulting firms have that needed 
injection of diverse experience 
and young, fresh thinking,” says 
Tannenbaum, who managed a 
hotel for four years before begin- 
ning her MBA. Add to that the 
fact that students are exposed to 
the most up-to-date manage- 
ment research and material 
around, she says. “While we're in 
school we're exposed to the 
hottest info in management 
today. We have access to great 
research resources in a reputable 
business school, and our clients 
definitely benefit from that.” 

If you would like to know more 
about the Bureau's services, the 
address is: 1550 de Maissoneuve 
Blvd. West, Suite 500-4, 
Montreal, Quebec H3G 1M8. 
Telephone number: 514-848- 
7593 , 514-848-7593. — E-mail 
address: csbcb@vax2.concordia.ca. 


MAIL 3»POSTE 


Carte Meet erperten / Beane meter ne 
— 


Leeland Fen poet 


2032589 11 


ISSN 1206-2219. Dépot légal: Bibliotheque 
nationale du Québec. Please address edito- 
rial correspondence to the Editor, Faculty of 
Commerce and Administration, Concordia 
University, 1455 de Maisonneuve W., 
GM-720-11, Montreal, Oc, H3G 1M8, 

by fax at (514) 848-4152, or by e-mail at 
comtoday@vax2.concordia.ca 


| SPRING 1999 


